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use  Bl  to  dig  deep  into 
data  and  pullout 
fresh  insights  - 
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new  revenue  sources 
or  untapped  markets. 
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Today,  97%  of  the  Fortune  Global  500  rely  on  VMware,'  the  global  leader  in  virtualization 
and  cloud  Infrastructure.  With  VMware,  you  can  leverage  your  existing  IT  investments  as  you 


transition  to  a  secure,  managed  and  controlled  cloud  solution.  Because  it’s  not  about  getting 

to  the  cloud.  It’s  about  getting  to  your  cloud.  vmware' 

The  power  behind  your  cloud. 


Visit  vmware.com/whiteboard 


After  Curiosity  landed  safely  on  the  Red 
Planet  earlier  this  month,  JPL  technicians 
successfully  undertook  a  four-day  project  to 
download  updated  flight  software  onto  the 
rover.  The  upgrade  changed  Curiosity's  soft- 


mands  for  Curiosity  every  day,  said  Andy 
Mishkin,  a  mission  leader. 

Curiosity  needs  to  be  told  what 
to  do  —  move  across  the  bottom 


reported  in  the  second  quarter, 
compared  with  61  in  the  first  quar- 
er.  That  second- 


Rover  Gets  Interplanetary  Tech  Support 


(ICTURE  OOINC  a  software  upgrade. 
Now  picture  doing  it  when  the 
machine  you're  upgrading  is  sitting 


That’s  what  p  _ 

NASA^  Jet  Propulsion  Labotatrnry  have  to  do  to 
ensure  that  the  Mars  rover  Curiosity  is  aUe  tr 
carry  out  its  misskm. 

After  Curiosity  landed  safely  on  the  Red 


steps  to  make  that  software  active,"  said  Steve 
Scandore,  a  senior  flight  software  engineer. 

“It’s  not  like  doing  a  regular  remote  upgrade. 
We  have  no  one  we  can  ask  to  check  something 
for  us.  We  have  to  send  code  up  and  then  wait.” 

And  that  upgrade  was  just  the  start  of 
ongoing  efibrts  to  tweak  the  rover’s  software. 
Around  too  JPL  programmers  write  com- 
mands  for  Curiosity  every  day,  said  Andy 


Curiosity  needs  to  be  told  what 
to  do  —  move  apross  the  bottmn 
of  a  crater,  zap  a  rock  with  its 


includes  new  transactions  as  well 
as  renewals.  The  annualized  value 
of  newly  reported  contracts  in  the 
second  quarter  was  $2.3  billion, 
compared  with  $2.6  billion  in  the 
same  quarter  last  year,  the  research 
firm  said.  (The  annualized  value  is 
the  total  value  of  a  deal  divided  by 
the  number  of  years  it  lasts.) 

There  were  54  deals  with  total 
values  exceeding  $50  million  each 
reported  in  the  second  quarter, 
compared  with  61  in  the  first  quar- 
r.  That  second- 
arter  figure 
includes  two  deals 


ware  from  a  program  optimized  for  landing  and  programmers  have  to  write  the  code  that  more  than  $1  billion  each.  Everest 

on  Mats  to  one  optitni^ftrr  working  on  tells  it  to  do  those  things.  They  have  about  a  !  said.  But  there  are  a  lot  of  contract 

the  planet’s  surfece,  said  Michael  Watkins,  a  j  halfday  to  write,  test  and  upload  each  day’s  worth  less  than  $25  million, 

mission  systems  manager  at  jn..  i  batch  of  commands.  -  JOHN  niBEIRI 


-  Sharon  Gaudin 


HeR6. Keep 


settings  and  used  cookies  to  track 
Apple  Safari  users  who  visited 
Google's  Doubleaick  ad  network. 

The  $22.5  mlBlon  cwB  penalty  is 
the  largest  ever  secured  by  the  FT 
for  a  violation  of  this  type.  The  set 


Micro 

Burst 


Google  will  pay  as  much  as 

2  million 


The-  UAReiesTfiNEEveR 

5H(»0LpSHOWTUATv;«'pe 
SERIOUS  ABOUT 

VIOLATIONS. 


Google  Hit  With 
Fine,  Bad  PR  for 
Tracking  Users 


Wearable  Tech  Market  on  the  Upswing 


EMAND  FOR  REAL-TIME  DATA, 

(including  personal  health  infor¬ 
mation,  will  drive  the  market  br 
wearable  wireless  devices  to  grow 


In  four  years,  the  market  for  these  devices 

is  expected  to  hit  a  minimum  of  $6  hillirm,  ac¬ 
cording  to  fMS  Research,  a  subsidiary  of  fHS. 

That  is  “our  most  conservative  forecast,” 
said  IMS  anafyst  Theo  Ahadome.  The  estimate 
assumes  that  the  adoption  of  wearable  tedmol- 

ogy  will  be  limited  by  factors  such  as  a  lack  of 
suitable  technology,  “poor  user  compliance" 
and  an  experience  that  isn’t  as  “enhanced”  as 
users  might  expect  it  to  be,  he  said. 

Most  of  tody’s  wearable  devices  ate 
designed  for  bealthcaiMelated  uses,  such 
as  glucose  and  heart  rate  monitoring.  In  the 
future,  the  market  will  see  a  dramatic  rise  in 
the  number  of  devices  for  personal  entertain¬ 
ment  and  military  use,  IMS  predicted. 

Goo^e  Glasses  and  the  rumored  Apple 


for  even  stiffer  penalties.  The  line 
is  ‘chump  change"  for  Google,  and 
the  FTC  shouldn't  have  agreed  to  a 


terminals  and  so<alled  heads-up  displays  — 
transparent  screens  attached  to  helmets  that 
provide  data  for  industrial  and  military  use. 

The  Federal  Communicatkms  Commis¬ 
sion  recently  apjwoved  a  Medkal  Body  Area 
Network  (MEAN)  radio  spectrum  for  use 
in  hospitals.  Over  time,  experts  say,  MEAN 
devices  could  be  used  at  home. 

MEAN  systems  could  monitor  numerous 
functions,  aggregate  the  results  and  then 
transmit  the  data  to  a  remote  location  —  such 

as  a  public  or  private  cloud  —  for  evaluation. 

lomning  concern,  however,  is  the  secu¬ 
rity  of  any  health  data  collected  and  transmit- 


C,  more  than  three  quarters  of  all 
digital  information  is  generated  by  individuals 
and  less  than  one-third  of  all  data  stored  has 


ing  to  admit  guilt,  said  John  Simp¬ 
son,  director  of  the  privacy  projen 
at  ConsiimerWatchdog.ofg. 

Pointing  out  that  Google  reported 
more  than  $12  billion  in  pretax  earn¬ 
ings  In  2011,  Dan  Olds,  an  analyst  at 
Gabriel  Consulting  Greup.  said  the 
FTC  fine  Is  more  like  a  rounding  er- 


Olds  said  he  doubts  Google  will 


he  speculated  that  the  bad  press 
■might  keep  Google  from  so  otwi- 
ously  flouUr*  an  FTC  order  again'  - 
though  it  could  just  defy  regulators 
in  ways  that  are  harder  to  dete«. 

THE  IDG  NEWS  SERVICE  AND 


NEWS  ANALYSIS 


Data  Center  Hub  Arises 
in  Central  Oregon  City 

Facebook  and  Apple  plan  to  build  facilities  covering  a 
combined  L2  miilion  square  feet  in  Prineviiie,  a  community 
of  less  than  10,000  residents.  By  Patrick  Thibodeau 


Apple  and  facebook  this  month  each  filed  plans  to 
expand  data  cemer  operations  in  Piineville,  Ore.,  a 
small  community  that's  on  its  way  to  becoming  one  of 
the  top  data  center  locations  in  the  US. 

Once' the  latest  [nojects  are  completed,  the  two 
tech  firms  will  be  running  a  combined  1.2  million  square  f^  of 
data  center  space,  and  each  company  owns  enough  land  in  the 
city  to  expand  well  beyond  that. 

Faceix^  was  in  Piineville  first,  build¬ 
ing  what  became  a  334,ooo-squaie-fi>ot 
data  center  in  2010.  It’s  now  finishing 
work  on  a  companion  faciUty  estimated  by 
local  officials  to  be  360,000  square  feet. 

The  social  networking  company’s  latest 
plan  calls  for  construction  tA  a  third  fodl- 
ity  that  will  be  60,000  square  feet. 

Facebook  owns  about  120  acres  of  land 
in  Prineville,  which  is  the  seat  of  Crook 

Meanwhile,  Apple  submitted  a  master 
plan  to  "skwly  build  over  time”  up  to 

6  CONPUTERWONID  AUGUST  27,  2012 


costs  are  relatively  low  —  roughly  5.5 
cents  per  kilowatt-hour. 

Also,  there’s  plenty  of  available  land, 
and  the  climate  —  arid  and  cool  at  night 
—  is  ideal  for  systems  tunning  in  large 
data  centers. 

Both  Apple  and  Facebook  also  received 
15-year  tax  exemptions  that  apply  to 
buildings  and  equipment,  though  not  to 
,  officials  noted. 

The  state  has  no  sales  taxes  on  equip¬ 
ment,  a  poUcy  that  “was  designed  to  favor 
large  capital  investments,"  said  Roger 
Lee,  executive  director  of  EDCO. 
Ofisettii^  Facebook’s  tax  exemption  is 
a  power  franchise  fee,  which  is  based  on  the  company’s  power  bill. 
About  5%  of  Facebook’s  monthly  power  bill  —  now  alxxit  $60,000 
—  goes  to  the  city  of  Prineville,  Carr  said.  ■ 

The  city  also  imposed  a  so-called  “community  fee"  to  help 
cover  the  cost  of  public  services  used  by  the  facilities.  Facebook  is 
pnqected  to  pay  about  $110,000  per  year  in  such  fees,  and  Apple’s 
annual  assessment  is  expected  to  be  $140,000,  according  to  Carr. 
Prineville  officials  shouldn’t  expect  the  Apple  and  Facebook 
facilities  to  significantly  boost  the 
number  of  local  jobs,  though,  because 
data  centers  aren’t  big  employers. 

Facebook  currently  employs  about 
60  people  at  its  data  center;  that 
figure  might  reach  100  once  the  com¬ 
pany’s  expansion  is  complete.  Apple 
will  likely  employ  roughly  the  same 
number  of  people,  local  officials  said. 

Facebook  arid  Apple  have  also  built 
rlata  centers  in  rural  parts  of  western 
North  Carolina  —  an  area  that’s  also 
home  to  a  Grxrgle  fiicility.  • 


2  million  square  feet 


never  laid 
off  workers  like  this 
before, 


Motorola  Workers 
Wary  of  Google 


WH  rV  I  II  i  Tl  M  IMIr^  smartphones  and  tablets. 

T  T  VU.  T  Vfi  In  documents  filed  with  the  U.S.  Securities  and  Exchange 

•  ^  Commission,  Google  said  that  the  job  cuts  and  other  moves 

A  plan  to  cut 4,000  Motorola  Mobility  jobs  and  are  -designed  to  retum  MotoroUs  mobile  devices  to  profit 

doseseveralfacilitiesfuelsspecubttonthat 

Google  wanted  Motorola’s  17,000  patents,  not  Coogle  has  long  coveted  the  Motorola  patents,  it  probably  is 

its«gineers«rit5products.ltyMattHanibl«. 

“I  don’t  think  this  is  the  end  of  Motorola,  but  I  do  expect  a 

.  scaled-back  presence  with  fewer  phone  models  and  a  heavy 

Google’S  PUN  to  cut  ao%  of  the  workforce  at  its  concentration  on  the  higher  end  of  the  market,"  Gold  said.  “Just 

Motorola  MobUity  unit  has  reignited  internal  feats  like  Ndcia  and  RIM,  Motorola  is  being  forced  to  concentrate  on  _ 

that  the  Internet  giant  primarily  had  its  eye  on  17,000  its  core  growth  areas  and  not  [on]  the  low  end,  i^re  rt  t  vvm. 

MotoroU  patents  when  it  acquired  the  mobile  device  Carolina  Milanesi.  an  analyst  at  Gartner,  said  the  layofe  mrght 

i„  May.  not  be  a  sign  that  Google  plans  to  keep  patents  and  drop  workers, 

Google  earlier  this  month  announced  plans  to  close  or  con-  but  the  action  does  suggest  a  narrowing  focus  at  Motorola  M^ 

solidat^tone-thirdofMotorolaMolnUty’s9ofacilities.cut  bility.  She  said  Google  could  su<^  in  tire  smartphone 

4,000  jobs  and  simplify  its  product  portfolio  by  shifting  from  business  by  bundling  its  own  software  and  sem^  with  Motoola 

feature  phones  to  more  “innovative  and  profitable"  devices.  MoWlity  devices.  “Making  money  out  of  the  hardware  rs  a  game 

The  4,000  job  cuts  are  “an  earthquake  up  and  down  the  foat  only  very  few  can  succeed  at  nowadays.  Milanesr  noted.  ♦ 

hallwavs  of  M^orola  Mobilitv.”  said  Jeff  Kagan,  an  independent  iohn  Ribeiro  and  Marc  Ferrwrti  of  the  IDG  News  Servrce 


Google  earlier  this  month  aimounced  plans  to  close  or  con¬ 
solidate  about  one-third  of  Motorola  MoWlity’s  90  facilities,  cut 
4,000  jobs  and  simplify  its  product  portfolio  by  shifting  from 
feature  phones  to  mote  “innovative  and  profitable"  devices. 

The  4,000  job  cuts  are  “an  earthquake  up  and  down  the 

hallways  of  Motorola  Mobility,"  said  Jeff  Kagan,  an  independent 
analyst.  “Goo^e  has  never  laid  off  workers  like  this  before,  so 


Ram6n 

Baez 


Priority  No.  1  for  this 
rising  CIO  is  changing 
executive  mindsets 
about  IT. 


wlut't  your  favorite  tedinologv? 

My  iPad.  I  absolutely  love  it. 
AiidroM.  iPhone  or  BlackBerry? 
The  iPhone,  because  it’s  simple.  And 
w«h  the  iPad,  it  all  works  together. 
What’s  your  life’s  ambttkNi? 
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RAM6n  BAEZ  I  THE  GRILL 


Wint  went  wronf?  The  terms  of  the  outsourcing 
contract  for  our  global  IT  infrastructure  had  been 
misinterpreted  by  the  provider.  I  knew  that  if  I  didn't 
get  enga^  right  away,  Kimberly-Clark  was  going  to 
face  the  same  fate  that  occurred  at  other  companies 
where  I  bad  worked.  Instead  of  the  model  being  more 
efficient  and  effective,  it  was  actually  going  to  be  mote 
expensive  and  very  bureaucratic  and  difficult. 

What  dM  you  do  about  K?  The  Hrst  time  the  CEO 
of  the  outsourcing  company  and  1  sat  down,  I  said, 

“We  have  to  make  a  chmge.”  He  said,  “I  get  that  But 
before  we  do  that,  I  want  to  know,  do  we  really  have  a 
relationship,  you  and  I?"  His  attitude  was;  If  we  don't 
have  a  relationship,  let's  just  kill  [the  contract]  now.  He 
viewed  our  relationship  as  being  for  a  lifetime,  and  that 
changed  the  attitude  rat  both  sides.  We  produced  a  new 
statement  of  work  that  brought  the  higher-level  engi¬ 
neering  work  back  in-house  and  kept  the  stuff  that  was 
more  task-oriented  outsourced.  It's  not  so  much  about 
the  contract  but  the  relationship  you  have  with  the 
leader  of  the  other  company.  If  you  don't  have  a  good 
relationship,  then  you  shouldn't  be  working  with  them. 


support  the  goals  and  objectives  of  the  businesses. 

How  dM  you  make  that  happen?  We  created  these 
things  called  business  capability  road  maps.  For 
example,  every  part  of  [Kimberly-Clatk's]  consumer 
business  does  trade-promotion  management,  but  each 
region  and  country  wants  to  do  it  a  difierent  way.  We 
laid  out  these  toad  maps,  and  IT  leaders  literally  [were 
able  to  change]  the  conversation  we  were  having  with 
the  business  leaders  in  understanding  what  we  should 
be  deploying  in  order  for  them  to  hit  their  goals  and  ob¬ 
jectives.  We  got  everyone  to  agree  to  one  solution  and 
saved  tens  of  millions  of  dollars. 


center,  but  y«u  actually  dM  that  HOW?  When  I  came 
on  board,  business  leaders  weren't  viewing  IT  as 
strategic.  The  company  had  decided  it  might  as  well 
just  outsource  a  lot  of  IT.  My  boss,  the  CFO.  viewed  IT 
as  a  game-changer,  so  it  was  important  to  get  people  to 
understand  how  strategic  IT  can  be.  It's  taken  a  while 
to  get  there,  but  when  people  saw  what  we  built  —  the 
whole  capability  road-mapping  —  they  understood. 


What  has  boon  your  Mont  dbappohitiMiK?  It  took 
much  too  loi^  to  get  to  transformation  in  our  outsourc¬ 
ing  arrangement.  And  just  when  we  thought  we  were 
at  the  point  where  we  would  be  transforming,  thit^ 
started  breaking.  In  an  outsourced  environment,  if 
something  is  not  standard  and  not  easy  to  follow,  when 
things  start  acting  up,  you  don't  know  why.  The  former 
team  knew  what  th<^  issues  were.  The  outsource 
partner  didn't. 


UWhen  I  cameon  boardy 
business  leaders  weren^ 
viewing  IT  as  strategic. 

The  company  had  decided  it 
might  as  well  just  outsource  a  lot  of  IT. 


You  had  SMW  system  ouugts  as  wuH,  curicet?  We 

had  some  ouuges  that  were  feustrating  for  me  as  the 
IT  leader,  and  the  CEO  and  our  executive  council  were 
very  disappointed  in  us.  Outages  ate  going  to  happen. 
What's  important  is  that  you  turn  them  around  very 
quickly.  We  didn't 

yyhat  was  the  problom?  It  was  the  way  we  concat¬ 
enated  a  bunch  of  instaiKes  of  SAP  processes.  Every 
time  there  was  a  new  need  or  demand  coming  in.  we 
just  stuck  another  instance  on  it  Before  we  knew  it, 
we  had  a  mess.  We  had  multiple  providers  making 
mistakes,  we  had  people  in  our  own  sht^  making  mis¬ 
takes,  and  it  caused  a  tipple  effect.  The  architecture  we 
had  in  [dace  was  too  complex,  and  we  didn't  know  that 

until  things  started  btealdng.  Our  team  and  SAP  went 
through  the  pain  points  and  sim{dified  the  environ¬ 
ment.  In  2010,  we  bad  a  number  of  outages.  This  year, 
2012,  we  have  bad  zero. 

ihi  rtriiiliiu  wsf  him  ns  rnnnimir  irr-^"^ - 

to  thM  diallcfits  at  Klmbctlyaaik?  If  we  were  goi^ 


Miniwrly-Cbuit  is  about  to  launch  a  ilabal  initiative 
called  Pn4cct  Trut  Horth  to  create  a  sinfic  sot  of 
standardized  analytic  tools  for  the  bushiest.  What  are 
the  foals  for  that  protect?  With  Project  True  North, 
everyone  will  be  using  the  same  standard  business 
driver  metrics  across  the  ^obe.  For  things  like  pricing 
analytics  and  certain  types  of  marketing,  we've  been 
dmng  that  consistently.  Now  [the  company  is]  trying  to 
go  to  that  next  layer  and  provide  business  leaifers  with 
people  who  are  very  knowledgeable  about  the  business 
and  understand  the  analytics.  The  first  implementation 
will  take  place  in  October. 

YOU  do  quHo  a  Mt  urith  saas  offarhvs.  to  thare  a 
downside?  People  really  don't  know  bow  bard  it  is  to 
change  the  mindset  frtOT  on-premises  to  software  as  a 
service.  It  isn’t  that  the  technology  part  is  hard.  It's  that 
people  made  a  career  on  these  platforms,  and  when 
you  change  to  SaaS,  and  all  tb^'re  doing  is  integration 
work,  IT  people  wonder,  “What  am  I  going  to  do  next?” 
We  still  value  them,  but  we  need  to  retool  them  for 
what  their  next  role  is  going  to  be. 


Virtualize, 

the  plug-and-play  way. 

With  numerous  hardware,  software  and  networking  options 
to  choose  from,  virtualization  can  be  a  really  complex  process. 
The  riew  IBM  BladeCenter®  Foundation  for  Cloud  with  Intel® 
Xeon®  processors  changes  all  that,  dramatically. 

It’s  a  workload-ready  platform  with  built-in  management, 
so  it’s  quick  to  deploy  and  easy  to  manage.  Also,  the  system 
integrates  seamlessly  with  your  existing  infrastructure.  So  you 
can  get  started  at  once,  without  wasting  precious  resources. 

In  addition,  you  have  the  option  to  transition  to  the  cloud  on 
your  terms,  not  on  your  vendor’s.  For  improved  business  agility 
and  reduced  IT  costs,  look  to  the  IBM  BladeCenter  Foundation 
for  Cloud. 


Take  10  minutes  to  see  for  yourself. 

See  how  the  IBM  BladeCenter  Foundation  for  Cloud  makes  things 
easy  for  you.  Visit  ibm.com/systems/foundation 
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Futuring  Should  Be 
Job  No.  1  for  IT 


Futuring  is  not 
what  you  do 
when  you  are 
finished  with 
the  imagined 
real  work  of 
operations. 


T1wr>toaA.liairis 

author  of  The  New  Know: 
Innovation  Powered  by 
Analytics  and  executive 
director  of  the  IT 
Leadership  Academy 
at  Florida  State  College 
In  Jacksonville.  You 
can  contact  him  at 
thorntonamayeaol.com 
or  follow  him  on  IVvitter 
(edeanitia). 
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HE  ONE  THING  we  definitively  kncrw  about  the  future  is  that  we 
will  spend  the  rest  of  our  fives  there.  And  yet  people  don’t  think 
enou^  about  the  future.  It’s  as  simple  as  that. 

Most  people  allocate  minute  fractions  of  their  time  and  brain¬ 


power  to  the  future.  This  includes  otherwise  ra¬ 
tional  executives  who  have  somehow  decided  that 
their  days  are  best  spent  addressing  wfaack-a-mole 
operatioiial  exigencies,  participating  in  non-vahie- 
producing  political  inhghting  and  documenting 
regulatory  compliance.  This  is  all  wrong.  We  need 
to  make  more  time  for  thinking  about  the  future. 
In  IT, /uturing  should  be  Job  No.  1. 

The  technology  industry  is  all  about  time.  How 
long  tasks  take,  bow  long  things  last,  how  long 
it  takes  to  learn  a  new  skill,  and  how  long  before 
it’s  time  to  walk  away  from  long-held  skill  sets. 
Tune-to-mastery  and  time-to-obsolescence  have 
become  critical  dials  on  the  CIO  success-o-meter. 
That  makes  learning  curves  critically  important. 
Most  readers  recognize  that  there  are  two  curves 
in  IT:  the  curve  we're  on,  and  the  curve  that 
comes  next.  In  the  early  days  of  IT,  a  QO’s  value 
was  in  making  sure  the  enterprise  was  “doii^ 
things  —  optimally  allocating  assets  to 

running  the  business  (that  is,  being  at  the  top  of 

In  an  environment  hyper-accelerated  by  disrup¬ 
tive  technology  change,  the  key  part  of  a  CIO’s 

that  capitalize  on  the  power  shifts  that  accom¬ 
pany  technology  change.  Careers  will  be  made  on 
timing  and  executing  curve  jumps  successfully. 

The  first  step  is  to  redefine  your  relatioaship 
with  the  future.  Futuring  is  not  what  you  do  when 
you’refinishedwiththeimaginedrealworkofop- 
erations.  Futuring  needs  to  come  first  This  means 
that  the  quarter  before  you  start  the  annual  bud¬ 


geting  pixKess,  you  should  allocate  resources  to 
projects  and  personnel  that  will  serve  as  a  bridge 
between  the  present  and  the  future. 

In  doii^  that  it’s  helpful  to  keep  in  mind  the 
Three  Horizons  portfolio  model  popularized  by 
Mehidad  Baghai  and  his  colleagues  at  McKinsey 
in  The  Alchemy  of  Growth.  Horizon  i  represents 
a  company’s  current  products  and  services. 

Horizon  2  projects  relate  to  the  next  generation 
of  high-growth  opportunities  in  the  pipeline. 
Horizon  3  concepts  are  next-generation  prototypes. 

Pkddng  up  on  that  analogy  in  Escape  Velocity;  Free 
Your  Company’s  Future  from  the  PuD  of  the  Past,  Geof- 
bey  Moore  describes  Horizon  2  as  the  “ferryboat 
frran  the  future  into  the  present  Its  job  is  to  take  a 
promising  next-generation  technology  and  turn  it 
into  a  material  business.’’  These  are  opportunities 
that  will  become  new  core  businesses,  potentially 
replacing  current  cash  generators.  He  who  owns 
Horizon  2  owns  the  future.  And  who  better  than 
the  CIO  to  say,  “I  will  take  responsibility  fin  it’? 

Escape  Velocity  shows  what  can  happen  when 
such  opportunities  are  ignored,  detailing  how  the 
tyranny  of  today  (all  those  quotidian  events  that 
keep  you  from  thinking  about  the  future)  derailed 
some  of  the  most  profitable  franchises  in  modem 
business;  AT&T,  Digital  Equipownt,  Kodak,  Pola¬ 
roid,  Silicon  Gta{diics,  Sun,  Wang  and  Xerox. 

Cultural  historian  Rosalind  H.  Williams  at  MIT 
argues  that  we  are  living  in  ‘an  age  dominated, 
if  not  determined,  by  technological  change."  The 
person  who  masters  technology  change  will  be  the 
hero  of  the  age.  * 
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We  drive  data  center  efficiency. 


Wm 


Our  innovative  data  center  physical  infrastructure 
with  full-visibility  management  lowers  operating  costs. 


Rack-to-row-to-room- to-building  architecture  lowers  cost. 

Improving  both  efficiency  and  system  uptime  requiiBS  a  second  look  at 
todays  data  centers!  Featuring  innovative  and  industry-leading  physical 
infrastructure  components,  Schneider  Bectiic"  data  centers  uniquely  span 
tradffional  IT  "white  space'  and  facilities  to  improve  interoperability,  deliver 
true  data  center  agility,  and  achieve  cost-saving  energy  and  operational 
effidency.  Our  integrated  architecture  also  lowers  total  cost  of  ownership, 
enables  fast  and  easy  design  and  deployment,  and  promises  the  highest 
availability. 

It  comprises  best-of-breed  components  available  from  a  single  source  and 
through  a  global  supply  and  senrices  chain.  From  our  wBl-known  AFC  InRow” 

cooling  units  to  our  innovative  EcoBreeze"  facility  cooling  module  with  two 

economizer  modes  to  our  unparaleled  data  center  management  software 
StruxureWare"  for  Data  Centers,  Schnekter  Electric  products  can  be  found 
literally  in  every  data  center  domain. 

We  offer  the  most  energy-efficient  components  -  all  uniquely  engineered 
as  a  system.  In  the  long  run.  the  Schneider  Electric  rack-to-row-to-room-to- 
bulding  approach  reduces  total  data  center  life  cycle  cost  up  to  13  percent 
and  30  percent  of  data  center  physicai  infrastructure  cost  over  10  years!  In 
fact,  ira  the  foundation  of  our  Business-wise.  Future-dhven"'  data  centers. 

A?C  ' 


>  EcoBreeze  with  Two  Economizer  Modes 

i  Only  the  scalable  EcoBreeze  automatically  switches 
j  behveen  air-to-air  heal  exchange  and  indirect 

evaporative  cooling  to  maximize  corxfitions  year-round. 

>  Data  Center  Facility  Power  Module 

Our  hxxiular.  step-and-repeat  approach  to  facility 
^  power  lets  you  expand  capacity  in  500  kW  irxtrements 
as  needed,  culling  OpEx  by  up  to  35  percent  and 
CapEx  from  1 0  to  20  percent. 

>  StruxureWare  for  Data  Centers 

With  building-to-seiver  visibility,  StnjxureWaiB 
!  far  Data  Centers  enables  you  to  make  informed 
j  decisions  about  your  physical  infrastnxXure. 


>  Reference  Designs 

Our  standardized  architectures  for  various  data  center 
configurations,  from  200  kW  to  20  MW,  reduce  time, 
cost,  complexity,  arxf  system  risk. 

>  Data  Center  Life  Cycle  Services 

Including  energy  management  services,  professional 
services  from  planning,  buHdiietrofit.  and  operations  help 
ensure  highest  system  availability  and  effidencty. 

Business-Wise,  Futuie-drivea 


Is  your  data  center  efficient?  Download  our  White 
Paper  Efficiency  Kit  and  register  to  win  Apple  TV®. 

VMI:  www.SEreply.cam  Key  Cods:  rSSSv  Cal:  888-289-2722  X6441 


Schneider 

i?Electric 
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and  try  to  standardize  the 
data.  That’s  when  we  really 
stepped  up  our  game  as 


Beeline 

Its  new  SmartRate  Bl  tool  helps  clients 
make  more  informed  decisions  on  what  they 
should  pay  contractors,  by  mary  k.  pratt 

he  explains.  Clients  use  the 
analysis  to  make  informed 
decisions  on  what  they 
should  pay  their  contractors. 

“We  always  had  the  ability  to  report,  but  the  visu¬ 
alization  tools  we  now  have  allow  us  to  go  in  and  look 
at  large  sets  of  data  and  slice  and  dice  so  you  can  pull 

Insight  out  of  the  data  in  real  time,”  Matula  explains. 

Not  only  is  the  ability  to  produce  this  information 
beneficial  to  Beeline’s  clients,  but  it’s  also  critical  to 

Beeline,  because  it  helps  the  company  difierentiate 
itself  and  retain  clients  and  generate  revenue  by  oBer- 
ing  a  new  line  of  data-driven  services,  Matula  says. 

Jtrbn  Hagerty,  an  analyst  at  Gartner,  says  few  cmn- 
panies  are  adopting  a  model  like  Beeline’s,  noting  that 
only  those  with  stqrhisticated  capabilities  can  drive 
revenue  in  that  way. 

Matula  says 
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EEUNE  BILLS  ITSELF  as  a  provider 
a(  intelligent  wotkfoioesolutioiis, 
ofieiingsoitware  and  services  to  help 

H  tingent  and  project-based  labor  needs. 

Given  Bedine  s  mission,  techni- 
cal  product  manager  Martin  ]. 

Matula  say;  it’s  only  logical  that  the  Jacksonville, 

Fla.,  company  would  use  BI  tools  to  enhance  what  it 
can  ofier  its  clients. 

“We  kind  of ‘productized’ our  data  —  that’s  a 
simple  way  of  saying  it,"  he  explains. 

Matula  says  the  company  had  long  had  the  idea 
that  it  could  use  its  vast  volume  of  data  to  better  serve 

produce  and  sell 

"ssr  linWTiTJTiit: 

clients,"  he  says.  “We  dbclos*  HOI  flfures,  Beeline 

want  to  have  the  reports  that  it’s  ushtglts 

insight  to  go  to  clients  analytic  tools  to  fenerate 

and  say,  Thfe  is  what’s  market  Infomiatloo  that 

ltsellstodle«ts,theroby 

erworid  contributing  crfath^  i  new  multinilllion* 

writer  in  Waltham.  Moss.  dollar  revenue  Stream. 

Contact  her  at  mar)ife- 

EDITOR’S  CHOICE  AWARDS 


Enterprise  Rcportiiic  am)  AnalYtics 
unit,  says  the  Ann  has  spent  $SO  mUHon 
on  analytics  capabilities  over  the  past 
three  years  and  has  saved  “at  least  tens 
of  millions  annually,”  vdth  much  or  the 


BoozAllen 

Hamilton 

Predictive  analytics  and  modeling  are 

helping  executives  anticipate  demand  and 
capitalize  on  opportunities.  bymaryk.pratt 


based  consulting  firm  couldn’t  grow 
effiectively  if  it  had  disparate  groups 
^  doing  their  own  reporting.  They 
w  they’d  have  to  provide  better  information 


went  public,  which  it  did  in  2010. 

To  address  those  issues,  the  firm 
esuHished  a  new  unit  called  Enterprise 
Reporting  and  Analytics  (ERA)  in  2008, 
says  ERA  principal  Chris  Soong 
Since  then,  ERA  has  used  business 
intelligence  tools  to  centralize  and 
strengthen  Booz  Allen’s  reporting  capa¬ 
bilities.  Collectively  knosvn  as  RADAR  (for  Reporting 
and  Dimensional  Analysis  Repository),  the  BI  tools 
feature  drillable  dashboards  that  the  firm’s  officers 
use  to  manage  their  lines  of  business. 

In  the  past  18  months,  Booz  Allen  has  started  using 
BI  technology  for  more  advanced  purposes,  employing 
the  tools  not  only  for  backward-loddr^  reporting,  but 
also  for  forward-looking  analysis,  Soong  says. 

He  says  the  new  focus  on  predictive  analytics  and 
modeling  is  helping  executives  shape  the  direction 
of  the  firm  to  better  meet  future  customer  demands. 

"Now  we  can  see  where  to  invest  more  (to  produce] 

more  revalue  and  whae  to  invest  less,"  Soong  says. 

For  exami^,  the  ERA  team  analyzed  daU  sets, 
including  the  firm’s  own  requests  for  proposals,  to 
produce  metrics  showing  which  disciplines  within 
the  cybersecurity  practice  will  grow  the  most. 

“’This  guaramees  we  can  seize  the  opportunities 

and  be  prepared.  We  have  to  plan  for  st^ng  and 

resources  to  meet  the  demand  we  can  anticipate  from 
clients,”  Soong  explains. 

Neil  Raden,  an  analyst  at  Constellation  Research, 
says  most  organizations  ate  still  using  BI  tools  ferr  re¬ 
porting  but  he  has  seen  companies  with  mote  mature 
BI  practices  usit^  analytics  to  drive  decisions  about 

strategic  growth,  as  Booz  Allen  is  doing. 

’That,  he  says,  “is  the  next  wave  of  successful  BI: 
using  information  to  make  the  right  decisions.”  ♦ 


cost  savings  and  potential 
new  revenue  are  nke,  but 

this  healthcare  provider  is 
using  Bl  to  improve  patient 
outcomes,  by  mary  k.  pratt 


L  March,  replacing  old  software  used 
to  produce  reports  with  QlikView  to 
generate  information  that  helps  drive 
better  business  decisions. 

The  Schaumburg,  lILdrased 
heahhcate  provider  uses  QlikView  to  generate  real¬ 
time  information  in  dashboard  form,  a  feature  that  in 
many  cases  has  enabled  CTCA  employees  to  produce 
reports  several  days  faster  than  they  could  with  the 
previous  BI  system,  says  analyst  Pavel  Roytburd. 

But  the  organization  has  seen  even  bigger  benefits 
by  using  QlikView  to  gain  insight  into  clinical  trends. 

~A  part  of  this  is  the  optimization  side,  so  not  only 
will  we  be  driving  that  clinical  excellence  side,  but 


practices,”  Roytburd  says. 

The  organization's  pharmacy  depart¬ 
ment  is  on  the  fbrebont  of  using  analytics 
to  accomplish  these  goals,  says  Joseph  Coyne,  the 
department's  vice  president. 

“I  was  looking  a  way  to  look  at  hundreds  of 
thousands  of  lines  of  data  to  know  what  we  were  doit^, 
and  to  take  an  enterprise  that  gratis  the  US.  and  under¬ 
stand  business  practices,  prescribing  practices  [and] 
outcomes,  and  to  understand  if  one  doctor  was  using 
something  and  another  doctor  was  using  something 
diferent  and  whether  we  could  use  that  infbtmatHm  to 
improve  patient  cate,”  Coyne  says.  “Then,  from  a  finan¬ 
cial  standpoint,  [CTCA  needed]  to  kx*  at  information 
about  vendors  and  cost  and  ways  to  leverage  contract¬ 
ing  or  ways  to  increase  relatkHiships  with  vendors.” 

In  the  future,  Coyrre  says  he  [dans  to  use  QlikView  to 
help  predict  what  treatments  will  work  best  on  certain 
patients.  “All  CTCA  does  is  with  the  patient  first  and 
foremost  in  mind,  and  all  this  is  driving  toward  im- 
provit^  patient  care  and  patient  outcome,”  be  says. 

Coyne  sees  the  potential  to  not  only  gain  insights 
that  could  improve  medical  cate,  but  to.also  generate 
revenue,  he  says  C^ikView's  analysis  of  data  on  patient 
outcomes  and  clinical  trials  could  be  used  in  white 
papers  or  sold  to  the  pharmaceutical  industry. 

In  the  meantime,  CTCA  ofiicials  say  they're  con¬ 
tinuing  to  expand  the  use  of  the  organization's  new 
analytics  tool  to  increase  efikiencies,  drive  down 
costs  and  improve  patient  cate.  • 


CancerT^tment 
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Celestica 


Pinpointing  why  customers 
return  products  opened  a 
new  revenue  stream  for  this 
electronics  services  company. 

BY  MARY  K.  PRATT 


WHEN  CIO  MARY  GENDRON 

joined  Celestica  in  October 
2008,  she  says  the  Toronto- 
based  electronics  manu¬ 
facturing  services  provider 
had  nothing  in  the  way  of 
analytics.  But  its  CEO  saw 
information  as  transformative  and  wanted  to  build 
up  its  B1  capabilities. 

With  a  BI  system  now  in  place,  Gendron  says 
Celestica  is  proving  that  information  has  dollar-and- 
cents  value. 

Her  team  selected  and  deployed  a  core  analytics 
platform  based  on  SAP  BusinessObjects  and  SPSS 
Clementine  in  2009.  Celestica  also  created  a  business 


analytics  center  of  escellence  to  deliver  business 
ben^ts  across  all  core  functions. 

From  the  start,  Tianbing  Qian,  the  company's  vice 
president  of  IT,  says  Celestica  figured  it  could  take 
stored  data  and  turn  it  into  insi^tful  information 
that  would  help  its  clients. 

Qian  points  to  the  use  of  its  BI  program  to  analyze 
repeat  returns,  whereby  a  consumer  returns  the  same 
item  feu  repair  work  muk^le  times,  cutting  into  the 
profits  of  Celestica's  clients  and  hutting  brand  loyalty. 
Working  with  one  customer  in  a  proof-of-concept 

case,  Celestica’s  Preventive  Return  Analytics  Project 
combined  80  million  records  of  product  life- 
cycle  data  from  the  customer,  competitors  and  Celes- 
tica  to  help  the  client  identify  and  remedy  the  probtem. 

Qian  says  that  Celestica  soon  found  that  other 

customers  wanted  similar  analysis  of  data  —  and  that 

they  were  willing  to  pay  for  it.  “Our  IT  department 

is  building  up  its  forecast  analytics  service,  and  it  is 

becoming  a  new  revenue  source,"  Qian  says.  Working 
with  senior  business  leaders,  the  analytics  team  is 
developing  additional  revenue-generating  services  in 

management,  component  pricing,  sales  data  analysis 
and  performance  management. 

John  Hagerty,  an  analyst®  Gartner,  says  only  a 

small  percentage  of  companies  ate  mature  enough 

in  the  use  of  BI  tools  to  harness  data,  analyze  it  and 

make  their  findings  available  to  others  tor  a  profit. 

“You’re  starting  to  see  companies  that  see  informa¬ 
tion  as  an  asset,”  he  says,  “but  that  is  mote  on  the 

sophisticated  side.”  ♦ 
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Maverick 

TRANSPORTATION 

Real-time  data  lets  this  trucking  company 
boost  driver  productivity  without  sacrificing 
safety,  by  sue  hiloreth 


F 


a  national  long-haul  trucking  company 
with  more  than  1,200  dnvers  on  the 
road,  even  small  changes  to  processes  can 
lead  to  swii^  of  hundreds  ^  thousands 


accident  rates  —  they  all  affect  pro&ts.  Until  recently, 
however.thecompanycouldn'teasilyvisualizeieal- 
tiine  trends  or  accurately  ptedkt  future  outcomes. 

“People  were  running  a  lot  of  reports,  but  not 
getting  real-time  inhumation,"  says  Wayne  Brown, 
vice  president  of  IT.  “They  were  basing  decisions  on 
data  that  was  days  or  weeks  old." 

That  changed  when  Maverick's  IT  department 


mation  Builders’  WebFocus  Developer 
Studio,  a  BI  development  tool. 

“We  realized  we  had  a  very  powerful  tool  that  we 
could  leverage  across  the  enterprise,”  says  Brown. 

The  operations,  IT  and  safety  departments,  in 
particular,  wanted  to  gain  ins^t  into  what  factors  tn- 
ffaienced  safe  driving  reconls  and  how  they  could  boost 
driver  productivtty  without  adversely  impacting  safety. 

Brown,  along  with  three  business  systems  analysts, 
integrated  data  sources  and  created  dashboards  that 
business  managers  can  easily  understand  and  use. 

To  create  predictive  analytics  models  for  Maverick’s 
data,  the  team  partnered  with  Fleet  Risk  Advisors,  a 
trucking  industry  analytics  firm. 

To  integrate  all  of  the  data  sources,  they  used  several 
integration  technologies,  including  Web  services, 
adapters  fiom  vendors  and  oldfashioned  hand-coding. 

Tbday,  Brown  says  that  three  full-time  analysts 
develop  dashboards  for  virtually  every  department, 
for  functions  such  as  operations,  safety,  maintenance 
and  financials.  But  all  of  the  dashboards  access  the 
same  database,  so  users  can  get  a  wider  view  of  the 
enterprise,  if  they  want. 

“Getting  information  in  real  time  is  very  impor¬ 
tant,"  says  John  Coppens,  vice  president  of  opera¬ 
tions.  “Before,  I  could  institute  changes  but  wouldn’t 
see  the  results  until  the  monthly  or  quarterly  report. 
Now  you  can  see  the  results  daily  and  weekly.  That’s 
made  us  much  more  nimble.” 

Coppens  and  other  users  have  the  option  to  view 
daU  in  a  variety  of  ways,  including  drillii^  down  into 
individiial  driver  or  truck  perfiirmance.  “We  need 
to  use  these  metrics  to  be  aware  of  the  foctors  that 
impart  productivity  every  day,”  he  says.  ♦ 
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BEST  OF  Bl 


Minnesota 

DEPARTMENT  OF  EDUCATION 


Data-rich,  fast-access  Bl  dashboards 
replaced  overly  complex  reports  that  had 
little  value,  bysuehildreth 


I  over  weeks,  months  or  years. 

So  earlier  this  year,  the  IT  depart¬ 
ment  began  constdidating  dau  — 
mostly  in  mainframe  Bat  files  or  in 

N  Microsoft  SQL  Server  systems  —  into 

reports  in  an  Oracle  Universal  content 
management  repository,  which  will  be 
kept  at  a  state  data  center.  Developers  used  WebFo- 

cus  Developer  Studio  and  Fie*  Enable  to  develop 


ets  and  parents  —  can  easily  access  to  find  the  data 
they  need.  The  dashboards  also  let  users  drill  down 
into  specific  data  types.  Adobe  Flex  graphics  help 
make  the  data  more  interactive. 


HE  MINNESOTA  Department  of  Edu¬ 
cation,  like  a  lot  of  state  education 

ing,  evaluating  and  making  avail¬ 
able  volumes  ^  data  on  every  aspect 
of  its  2,000  schools  and  350  schrol 
districts.  It  tracks  school  attendance 


the  migration  of  data,  but  many  administrators  are 
already  using  the  system. 

Meg  Utts,  whose  title  is  dau  coach,  says  she  likes 
the  guphical  charts,  which  display  dau  vividly,  and 
the  easier-to-use  dashboards.  “It  used  to  be  painfully 
slow,"  says  Utts.  “Now  the  speed  is  dynamic,  and 
there  are  graphical  charts,  not  just  tabular  dau.“ 

The  system  will  initially  be  used  in  an  initiative 
aimed  at  lowering  dropout  rates.  Employees  will  try 
to  [Hnpoint  which  types  of  students  aren’t  making  it 

and  identify  the  risk  factors  they  have  in  common 

—  such  as  homelessness  or  poor  En^ish  language 
skills.  "Schools  will  get  the  dropout  dau  and  pat¬ 
terns  for  their  students  and  can  then  do  intervention 
programs."  says  Wagner.  “They  can  target  programs 
more  eflectively,  based  on  current  information."  ♦ 

Hlldrctll  is  a  veteran  IT  writer  based  in  Wolduiin,  Moss. 

sociol  media  and  IT  nunttgement. 
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Parollon 

BUSINESS  SOLUTIONS 

Key  metrics  for  this  healthcare  business 
services  provider  are  now  all  in  one  place 
and  available  to  busy  executives  via  mobile 
devices,  bysuehildreth 


UNIIIN6  A  HEALTHCARE  BUSINESS 

is  a  complex  challenge.  It  requires 
administratois  to  stay  up  to  date  on 
hundreds  of  performance  metrics 
—  everything  from  bed  occupancy 
rates  and  staffing  levels  to  insur- 
IH  ance  reimbursements. 

To  quickly  make  strategic  decisions  based  on  ac¬ 
curate  and  timely  information,  administrators  need 
a  flexible  and  user-friendly  BI  tool  to  keep  tabs  on 
daily  operations  and  long-term  trends. 

In  2011,  Parallon  Business  Scdutions,  an  ofishoot 
of  HCA,  one  of  the  laigest  healthcare  chains  in 
the  country,  wanted  to  improve  the  usefulness  and 
accessibility  of  the  volumes  of  data  stored  in  its 
Teradata  Patient  Accounting  data  warehouse.  The 
goal  was  to  make  it  easier  for  executives  to  quickly 
see  changes  in  a  wide  variety  of  performance 
indicators. 

Parallon  opted  to  start  its  BI  project  with  its  Busi¬ 
ness  Performance  Group,  which  provides  services  to 
HCA  and  other  client  hospitals.  The  group  already 
bad  a  tool  that  managed  45  reports  on  key  revenue 
indicators.  But  the  reports  were  neither  sufficiently 
user-fnendly  nor  timely. 

“The  executives  are  very  mobile,  especially  if 
they're  overseeing  multiple  facilities,"  says  Shannon 
Dauchot,  senior  vice  president  tor  revenue  cycles 
in  Parallon’s  Business  Performance  Group.  “They 
want  to  be  able  to  see  their  key  indicators  wherever 

So  Parallon  developers  and  consultants  from 
Pandara,  a  BI  services  company  in  Tampa,  Fla., 
created  a  series  of  dashboards  using  MicroStrat- 
^y,  a  BI  a{^lication  that  pulls  data  from  .the  data 
warehouse  into  cubes,  which  are  miniature,  multi¬ 
dimensional  databases  assembled  with  data  from 
the  main  database. 

The  dashboards  provide  summary  views  (rf  a 
wide  swath  of  data;  executives  can  then  drill  into 

on  specific  metrics.  To  be  more  useful  to  business 
users,  each  dashboard  also  provides  graphical 
displays  of  the  data. 

“B^re,  you  might  have  to  go  to  five  or  sut  difier- 

all  of  the  key  metrics  are  centralized,”  says  Michael 

Taylor,  Parallon’s  BI  manager. 

Even  better,  the  dashboards  can  be  viewed  on 
iPads,  and  summary  versions  can  be  viewed  on 
iPhones,  which  many  of  Parallon’s  financial  execu¬ 
tives  carry.  Other  business  groups  are  also  getting 
their  own  dashboards,  says  Taylor. 

“We  have  23  measures  in  accounts  receivable 

boards,"  says  Chris  Harrison,  director  of  financial 
analysis  and  reporting  “Now,  in  1$  seconds  we 
can  get  data  that  would  have  taken  two  to  three 
hours  to  pull.”  ♦ 
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Agencies  citywide  dig  deeper  into  data  on 
crime  reports,  ambulance  dispatches  and 
home  values,  by  mary  k.  pratt 


The  city  of  richardson's  missior, 

like  that  of  any  government,  is  to  . 
serve  its  citizens  effectively  and 
efficiently. 

To  do  that,  this  Texas  city 
scrapped  its  outdated  reporting 
systems  and  deployed  a  mote  agile 
application,  says  Eric  Matthews,  the  city’s  deputy 
CIO  for  application  development. 

“'Ve  wanted  a  single  environment  for  users  and  for 
us  to  support.  We  wanted  a  strai^tforward  system,” 


I  ic  drop  in  the  time  it  takes  city  workers 

to  produce  reports.  The  code  enforce¬ 
ment  departrnent,  for  example,  can 
now  prepare  reports  in  several  minutes 
rather  than  several  days.  Similarly,  the 
police  department  cut  the  time  it  takes 
to  compile  monthly  crime  reports  from 
two  days  to  just  minutes. 

That  time  savings  was  a  great 
benefit,  and  now  the  city  is  finding 
other  uses  for  the  BI  system,  says  MattlKws,  noting 
that  city  officials  ate  using  it  to  access  and  analyze 
infijttnattion  when  making  critical  decisions.  For 
instance,  WebFocus  allows  police  officers  to  use  their 
smartphones  to  access  active  reports  pulled  from  the 

department's  computer-aided  dispatch  system  and  drill 

down  for  infortnation  such  as  the  history  of  einergency 
calls  from  a  particular  location. 

Also,  to  determine  if  it  should  seek  city  funding  for 

another  ambulance,  the  fire  department  irsed  Web- 

Focus  to  analyze  the  number  of  times  that  all,  or  neatly 

all,  of  its  ambulances  ate  out  on  emergency  calls. 

“It’s  information  that  would  be  too  cumbersome 
to  track  and  report  through  the  other  systems  we  use 
when  calls  go  out,"  says  Ed  Hotz,  the  fire  depart¬ 
ment’s  assistant  chief  of  adtttinistration.  He  noted 
that  the  statistics  produced  by  WebFocus  did  prompt 
the  department  to  seek  futrding  frw  an  additional 

ambulance  this  year. 


deploy  Information  Builders’  WebFocus.  He  says  he 
opted  for  WebFocus  also  because  of  its  geographic 
component,  a  feature  the  city’s  water  department  had 
identified  as  desirable. 

Matthews  says  the  biggest  ROI  has  been  the  dramat- 


BI  tool.  For  example,  a  city  counselor  who  wants  to 
determirre  which  neighborhoods  should  receive  bet¬ 
terment  funding  is  using  it  to  analyze  average  home 

several  sources.  • 


RichardsoiiyTexas 


Seminole 

Gaming 

Its  in-house  Bl  tool  gets  inside  customers* 
minds  to  help  boost  its  most  effective 
marketing  campaigns,  by  sue  hildreth 


SEMIMOU  MIIIN«  is  a  chain  of  seven 
casinos  in  Fkitida,  ranging  in  size  from 

Everglades  to  a  5,ooo.slot-niachine 
mega^asino  in  Tampa.  To  be  sixxess- 
ful,  the  casinos  need  to  keep  loyal 
custmneis  coming  back  and  attract 
new  ones  with  the  right  mix  of  games  and  amenities. 
A  oompiex  range  of  variables  can  make  the  difietence 


company  decided  to  invest  in  a  BI  tool 
to  h^r  predict  the  outcrane  of  direct- 
mail  campaigns.  At  the  time,  an  outside 
direct-mailbusiness  managed  Seminde's 
customer  lists  and  data  warehouse, 
making  in-house  BI  development  difiktih. 
So  in  the  qning  of  2009,  t^  company 
naoved  it  all  in-house  and  began  creating  a  BI  system 
designed  to  not  only  track  direct-mail  campaigns,  but 
also  monitor  custcxner  activity  and  financial  trends. 

Ralph  Thomas,  vice  president  of  strategic  analytics 
and  database  marketing,  and  two  other  IT  employ¬ 
ees  developed  a  custom  system  usir^  an  Excel  front 

SQL  Server-based  daU  warehouse.  With  a  SAS  Rapid 
Predictive  Modeler,  the  team  created  predictive  naxlels 
for  different  a^KCts  of  the  business  and  added  data 
graphics  with  BISz  Data  Visualization's  Super  Graphics. 

The  team  integrated  14  data  sources,  including 
campaign  management,  general  ledger,  point-of-sale 
atxl  casino-specific  player  tracking  and  slot  floor 
systems.  All  rtf  the  rlata  had  to  be  cleaned  and  audited, 
so  the  team  members  created  an  automated  prrxess 
for  staging,  clearting  and  analyzing  the  data  firr  errors 
before  loading  it  into  the  data  warehouse.  They  then 
huih  multiple  dashboards  fix  a  variety  of  business  con¬ 
cerns,  starting  with  direct-mail  reporting  and  analysis. 

“We  save  a  too  of  money  by  not  mailing  to  people 
who  are  not  going  to  respond,”  says  Thomas. 

Today,  the  company  has  two  primary  dashboards  that 

ment  on  a  daily  basis.  Dozens  of  other  dashboards 
provide  data  and  graphics  to  line-<^-business  managers 
to  show  them  how  t^  business  is  meeting  its  key  g^. 

Seminole’s  BI  system  is  also  user-ffieniily,  with  an 
Excel  front  end  —  which  almost  all  managers  have 

boards  to  keep  track  of  real-time  metrics. 

Amanda  Totaro,  vice  president  of  marketing  at  the 
Semirwie  Hard  Rock  Hotel  &  Casino  in  Hrdlywtxxl,  Fla., 
is  a  fan  of  the  system.  "There’s  no  limit  to  the  amount  of 
knowledge  I  can  get  on  our  customers,”  she  says.  • 
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Volunteers 

^America 

Chesapeake 

Hit  hard  by  a  slow  economy,  this  charitable 
group  uses  Bl  to  raise  money  and  predict 
fluctuations  in  resources,  bysuehildreth 


HanyfactoniainlocalaMiiiiaitMlofWMai^ 


hilhlVilinipnwamsiiatsirat^ 

a»L3inMoncniilracttoliMni 

that  we  can  share  with  [donors]  to 
convince  them  of  results,"  says  Franklyn  Baker,  the 
group's  chief  operatii^  officer. 

VOA  Chesapeake  also  needed  to  be  able  to 
more  accurately  predict  fluctuations  in  donations, 
volunteers  and  other  resources.  Predictive  analyt¬ 
ics  would  allow  it  to  factor  in  assumptions  about 
trends  such  as  dips  in  the  economy  or  upswings  in 


Lacking  in-house  Bl  expertise,  VOA  Chesapeake 
brought  in  The  Cambridge  Don,  a  Chicago-based 
company  that  develops  adaptive  expert  systems 
and  offers  a  SaaS-based  Bl  and  predictive  analytics 
product  called  Talent  Chaser,  which  can  be  adapted 
for  different  business  uses.  VOA  Chesapeake  be^ 
using  Talent  Chaser  to  examine  its  performance 
evaluation  and  new-hire  screening  processes.  After 
successfully  increasing  employee  productivity  while 

cutting  the  number  of  peo^  on  its  payroll  by  too, 
the  organization  started  customizing  Talent  Chaser 


Today,  VOA  Chesapeake  can  run  reports  and 
forecasts  on  just  about  any  aspect  of  its  operations 
and  charital^  services,  from  how  vohinteerism 
correlates  with  financial  donations  to  what  foctots 
are  most  helpful  in  getting  people  to  complete  a 
substance  abuse  recovery  program  or  leave  a  home¬ 
less  shelter  with  a  job  and  a  new  place  to  live. 

The  data  also  helps  VOA  Chesapeake  depart¬ 
ments  gain  insight  into  their  operations  and 
program  success  foctors.  For  exam{de,  Kyoto 
Quren,  the  group's  vice  president  ^  mental  health 
rehabUitation  programs,  says,  “1  regularly  check  the 
program  operational  and  outcome  measures,  and 

[use  the  data  to]  develop  intervention  strategies.”  • 


Trouble 

Ticket 


oumai 


Closing  Off  an  Outlook  Hole 


IN  MY  YEAR  AND  A  HALF  or  so  at 

my  current  company,  1  have  sUwIy 
built  a  real  security  program  where 
none  had  existed.  I've  introduced 
event  management  and  data  leak 
prevention.  We  now  filter  URLs  to  keep 
employees  off  of  websites  that  present  se¬ 
curity  or  legal  risks  to  the  company.  I've 
introduced  two-factor  authentication, 
locked  down  mobile  devices  and  wTitten 
ar>d  promoted  a  slew  of  modern  security 
policies  and  processes. 

But  as  I  said,  this  has  been  a  slow 
process,  and  I  still  have 
a  lot  of  work  to  do.  One 
neglected  area  has  been 
email.  Email  is  prob- 

repository  of  documents 
in  our  company.  But  it’s  also  the  most 
widely  used  application  and  is  a  huge 
business  enabler,  so  I've  been  reluctant 
to  address  its  security  shortcomings  head 
on.  After  a  close  call  involving  some  of 
our  intellectual  property,  however.  I  can 
no  longer  put  this  off. 

We  have  approved  three  legitimate 
ways  for  employees  to  access  their 
Exchange  mail  remotely.  The  first  is  via 
Outlook  Web  Access  (OWA).  a  Web- 
based  version  of  the  Microsoft  Outlook 


client.  I  like  the  fact  that  OWA  mail 
doesn't  reside  on  the  user's  computer 
unless  the  user  takes  extra  steps  to  save 
it  locally.  And  for  an  additional  level  of 
security,  I  plan  to  require  two-factor 
authentication  for  access  to  OWA. 

The  second  way  to  obtain  email 
remotely  is  through  ActIveSync,  which 

and  calendar  information  with  mobile 
devices.  To  enhance  security  with  this 
option,  we  push  a  security  policy  to  all 
devices  that  synchronize. 

The  third  w'ay  to 

called  Outlook  Any¬ 
where  and  formerly 
known  as  RPC  over 
HTTPS,  keeps  me  up  at 
n^ht.  With  Outloc^  Anywhere,  employ¬ 
ees  can  directly  connect  their  Outlook 
clients  to  our  Exchange  server.  It  isn’t 
devoid  of  security  features:  The  con- 

their  network  credentials  before  email 
can  be  downloaded  to  or  sent  from  the 
client.  But  once  downloaded,  any  emails, 
attachments,  contacts  or  calendar  items 
remain  on  the  device,  even  after  the 
application  has  been  closed.  And  the 
device  could  be  anything  from  a  relative’s 


or  friend’s  PC  to  a  computer  in  a  public 
library  or  an  Internet  cafe.  That  means 
that  sensitive  company  documents  could 
be  lying  around  on  devices  accessible  by 
pretty  much  anyone. 

A  Close  Call 

A  few  weeks  ago,  the  manager  of  a  local 
hotel  called  to  tell  us  that  the  hotel  staff 
had  discovered  over  iGB  of  our  company 
email  on  the  computer  in  the  hotel 
lobby.  One  of  our  IT  staffers  headed  over 
there  for  a  look  and  found  that  the  email 
belonged  to  one  of  our  sales  representa¬ 
tives.  I  told  the  IT  staffer  to  copy  the 
email  to  a  .pst  file  and  remove  it  from  the 
hotel  computer  as  best  as  possible. 

We  were  lucky;  this  could  have  turned 
out  much  worse.  We  do  a  lot  of  business 
with  that  hotel,  and  the  manager,  eager 
to  maintain  good  relations,  assured  us 
that  the  PC  would  be  re-imaged. 

A  review  of  the  .pst  file  showed  that 
the  sales  rep  had  left  behind  sensitive 
corporate  data,  including  information 
about  pending  deals  and  copies  of  con¬ 
tracts  and  internal  memos,  plus  a  good 
deal  of  his  own  personal  information. 

Outlook  Anywhere  to  devices  located 
behind  our  firewall.  Remote  users  will 
need  to  sign  on  to  the  full-client  VPN, 
and  they  are  allowed  to  do  that  only  from 
company-issued  PCs.  This  constitutes 
a  cultural  change,  so  I  expect  some 
grumbling,  but  given  the  risks  involved,  I 
think  it’s  justified  as  part  of  my  efforts  to 
close  serious  security  holes.  ♦ 

security  manager.  **Mathias  Thurman,** 
whose  name  and  employer  have  been 
disguised  for  obvious  reasons.  Contact  him 
at  mathtas_thurman@yahoo.com. 


A  local  hotel  recently  discovered  over  1GB  of 
our  company  mail  on  the  computer  in  its  lobby. 
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Ticket 


Closing  Off  an  Outlook  Hole 

With  Outlook  Anywhere,  users  can  download  their  mail  to 
unirusted  PCs  and  leave  sensitive  documents  behind. 


IN  MV  YEAR  AND  A  HALF  or  so  at 

my  current  company,  I  have  slowly 
bulk  a  real  security  program  where 
none  had  existed.  Fve  introduced 
evem  man^ement  and  data  leak 
prevention.  We  now  fiber  URLs  to  keep 
employees  off  of  websites  that  present  se¬ 


curity  or  legal  risks  to  the  company.  I’ve 


client.  1  like  the  fact  that  OWA  mail 
doesn’t  reside  on  the  user’s  computer 
unless  the  user  takes  extra  steps  to  save 
b  locally.  And  for  an  additional  level  of 
security,  I  plan  to  require  two-factor 
authentication  fm  access  to  OWA. 

The  second  way  to  obtain  email 
remotely  is  through  ActiveSync,  which 
we  use  to  synchronize  email,  contacts 
and  calendar  information  with  mofale 


and  promoted  a  slew  of  modem  security 
policies  and  processes. 

But  as  1  said,  this  has  been  a  slow 
process,  and  I  still  have 
a  lot  of  work  to  do.  One 
neglectedarea  has  been 
email.  Email  is  prob¬ 
ably  the  most  vulnerable 

in  our  company.  But  it’s  also  the  most 
widely  used  application  and  is  a  hi^ 
business  enabler,  so  I’ve  been  reluctant 


n.  After  a  dose  call  involving  some  of 
[XU  intellectual  property,  however,  1  can 
DO  longer  put  this  off. 

We  have  approved  three  legitimate 


option,  we  push  a  security  pdicy  to  all 
d^ces  that  synchronize. 

’The  third  way  to 
i  email  remotely, 
called  Outlook  Any¬ 
where  and  farmerly 
known  as  RPC  over 
HTTPS,  keeps  me  up  at 
night.  With  Outlook  Anywhere,  employ¬ 
ees  can  directly  connect  their  Outlook 
clients  to  our  Exchange  server.  It  isn’t 
devoid  of  security  features:  The  ccm- 
nection  is  secure,  aixl  users  must  enter 
their  network  credentials  before  email 
can  be  downloaded  to  or  sent  from  the 
.  But  once  downloaded,  atry  emails. 


Exchange  mail  remotely.  The  first  is  via 
Outlook  Web  Access  (OWA),  a  Web- 
based  version  of  the  Microsoft  Oirtlook 


remain  on  the  device,  even  after  the 
application  has  been  closed.  And  the 
device  could  be  anything  from  a  relative’s 


U  A  local  Iratel  recently  discovered  over  1GB  of 
our  company  mail  on  the  computer  in  its  lobby. 


or  friend’s  PC  to  a  computer  in  a  public 
library  or  an  Internet  cafe.  That  means 
that  sensitive  company  documents  could 
be  lying  around  on  devices  accessible  by 
pretty  much  anyone. 


A  Close  Cali 

A  few  weeks  ago,  the  manager  of  a  local 
hotel  called  to  tell  us  that  the  hotel  staff 
had  discovered  over  tGB  of  our  company 
email  on  the  computer  in  the  hotel 
lobby.  One  of  our  IT  staffers  headed  over 
there  for  a  look  and  foimd  that  the  email 
belonged  to  one  cd  our  sales  representa¬ 
tives.  I  told  the  IT  staffer  to  copy  the 
email  to  a  .pst  file  and  remove  it  from  the 
hotel  computer  as  best  as  possible. 

We  were  lucky:  this  could  have  turned 
out  much  worse.  We  do  a  lot  ofbusitiess 
with  that  hotel,  atxl  the  manager,  eager 
to  maintain  good  relations,  assured  us 
that  the  PC  would  be  re-imaged. 

A  review  of  the  .pst  file  showed  that 
the  sales  rep  had  M  behind  sensitive 
corporate  daU,  including  irtformation 
about  pending  deals  and  copies  of  con¬ 
tracts  and  internal  memos,  plus  a  good 
deal  of  his  own  personal  irtformation, 
including  some  data  related  to  finances. 

I  now  plan  to  restrict  access  to 
Outlook  Anywhere  to  devices  located 
behind  our  firewall.  Remote  users  will 


need  to  sign  on  to  the  full-client  VPN, 
attd  they  are  allowed  to  do  that  only  from 
compatry-issued  PCs.  This  constitutes 
a  cultrrral  change,  so  I  expect  some 
grumbling,  but  given  the  risks  involved,  I 
think  it’s  justified  as  part  of  my  efforts  to 
dose  serious  security  holes.  ♦ 

This  week’s  journal  is  written  1^  a  real 

whose  name  and  employer  have  been 
diqpiised  jbr  obvious  reasons.  Contact  him 
at  matiiias_thurman@yahoo.coin. 
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Matchmater, 
Matchmatej; 
Find  Me  an  If  Job 


Pith.To  (that's  the  company’s  Web  address,  by  the  way)  is  marketin(  itself 

as  “cHanaony  for  IT  jobs.”  Explaining  what  that  means,  the  company  says  that 
its  Path.To  Score  ranking  system  "analyzes  the  unique  characteristics  of  each  ap- 


take,  I  can’t  really  talk  about  it  well.  How  should  I  handle 
this?  The  best  way  to  address  gaps  is  head  on.  Believe  it  not. 
many  of  us  -  including  many  hiring  managers  -  have  had  simi¬ 
lar  episodes  in  our  own  lives.  In  this  case.  I  would  share  that  you 
made  a  personal  commitment  to  a  significant  other  that  caused 
you  to  temporarily  interrupt  your  career.  Oftentimes,  you  can 
parlay  your  interim  experiences  into  a  selling  point,  and  many 
applicants  sometimes  call  this  out  in  “Additional  Experiences' 
sections  of  their  resumes.  In  general,  just  provide  the  facts. 


I 


28  coari 


help  desk  phone  is  ringing  off  the 
hook.-  savs  a  pilot  fish  on  the  scene. 
•As  fast  as  a  call  is  answered,  the 
next  call  comes  in.  We  figure  # 
would  be  a  good  idea  to  send  out 
an  email  explaining  the  situation  to 
the  department  heads  and  the  des- 


Blade  Runner 

First-level  support  pilot  fish  at  this  hospital  gets  a  call  from  the  secretary  at  the 
dental  clinic:  "The  digital  X-ray  unit  wasn’t  working.  That’s  all  she  knew."  fish  reports. 
■Lacking  specifics.  I  figured  it  was  50-50 1  could  fix  it  The  lead  dentist  met  me  at 
the  front  and  escorted  me  back  through  the  patient  area  to  the  room  with  the  X-ray 


I  of  pulse  hitting  it.  Then  I 
the  x-ray  unit -which  had 
in  sitting  right  on  top  of  it. 


»  Pass  Sharlty  your  true  tale 
of  IT  life . . .  by  email:  sharkye 
computerwor1d.com.  youTI  snag  > 
snazzy  Shark  shirt  if  I  use  it 


If  We  Could 
Answer  That... 


Nobody,  Redefined  er  -  and  sees  that  two  iPhones  are 

Senior  partner  at  this  accounting  connected  to  the  partner’s  account, 

firm  loses  his  iPhone,  complete  with  both  actively  syncing  email,  with 
all  the  confidential  client  email  and  growing  concern  about  security,  fish 
information  on  it  “Two  days  later.  calls  the  assistant.  Do  you  know  of 

his  executive  assistant  emailed  the  any  other  iPhones  connected  to  the 


\-  OPINION 


It  can 
sometimes 
be  difficult  to 
distinguish 
between 
negative 
and  loyal 
skeptics. 


■artMrfclMis 

managing  partner 
at  Louisville.  Kv.- 
based  Leverage 
Partners,  which  helps 
organizations  invest 
well  in  IT.  Contact 
him  at  BartPerkinsa 
LeveragePartnerscom. 
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The  Value  of  Skeptics 
(of  the  Right  Kind) 

WORKING  WITH  SKEPTICS  can  be  painful.  They  consume 
valuable  time  with  questions  that  can  seem  pointless. 
Nevertheless,  the  right  kind  of  skeptics  can  be  highly  valuable, 
especially  during  project  planning. 


Skeptics  come  in  two  Savors:  negative  and  loyal. 

Negative  skeptics  actually  hope  for  foihire.  Their 
dire  predictions  never  end.  They  frequently  slow 
progress  by  revisiting  previous  decisions.  They  can 
demoralize  their  teammates  and  derail  projects. 

Loyal  skeptics,  however,  are  invaluable.  They 
challeoge  commonly  held  beliefo  and  ask  questions 
others  avoid.  (Like  toddlers,  their  favorite  question 
is  "Why?*^  They  help  teams  anticipate  problems 
and  develop  contingency  plans.  When  disagree¬ 
ments  arise,  they  force  debate  until  solutions  are 
developed.  Loyal  skeptics  can  come  from  any 
department  in  the  errterprise  and  any  level  on  the 
org  chart,  but  they  are  all  competern,  respected 
and  objective.  The  best  skeptics  have  widespread 
orgartizational  creditability,  and  their  seal  of  ap¬ 
proval  helps  comrince  others  of  project  viaUlity. 

It  can  be  difficult  to  distingirish  between 
negative  and  loyal  skeptics.  The  difierence  often 
lies  in  their  objectives  and  rrrotivations.  Negative 
skeptics  criticize  everythir^;  loyal  skeptics  scru¬ 
tinize  everythit^  Where  one  is  mairtly  irrterested 
in  finding  fault  and  pointirag  fingers,  the  other 
seeks  to  clarify  artd  itnprctve  project  plaattaing  arad 
executiotL  Negative  skeptics  ate  often  motivated 
by  power  or  politics,  loyid  skeptics  by  a  desire  to 
rerfoce  risk  and  thus  help  ensure  prrrject  success. 

Once  they’re  comfortable  with  the  final  plan, 
loyal  skeptics  sometitrtes  function  as  guard  dogs, 
protectirtg  the  project  ftrrm  external  disruptions. 
They  push  back  agaitrst  the  inevitable  requests  for 
additional  functionality  in  the  middle  of  a  project, 
questioning  the  impact  of  proposed  changes.  They 


will  fight  to  defer  new  features  in  order  to  protect 
schedules  and  resources. 

Prefects  that  produce  no  berrefits  make  orga¬ 
nizations  reluctant  to  invest  in  other  IT-enabled 
initiatives.  Skeptics  often  question  a  project’s 
business  beneficiaries  closely  about  how  they  will 
achieve  [farmed  berrefits.  After  the  project  is  com¬ 
plete,  lo^  skeptics  help  push  the  orgarrization  to 
deliver  the  benefits  specified  in  the  business  case. 

Project  managers  (and  other  team  members) 
often  dread  interactir^  with  skeptics,  and  rrrarry  try 
tokeepthemofftheirteams,fearingtheywillslow 
progress  and  be  divisive.  Some  misguided  otgartizar 
tions  punish  (or  even  fire!)  skeptics  for  questionirtg 

contparry,  the  QA  lea^  on  a  large  project  ardied 
sudi  difficult  and  embarrassing  questions  that  the 
project  leader  had  her  transferred  off  the  project  Six 
rrtonths  later,  when  the  project’s  schedule  and  viabil¬ 
ity  were  in  jeopardy,  the  company  hired  consultants 
to  rescue  it  The  consultants’  approach  incorporated 
marry  of  the  skeptic’s  initial  suggestions.  Listerring 
to  their  own  itrdghtful  QA  leader  wrruld  have  been 
a  rttore  effective,  more  timely  and  far  drearer  solu¬ 
tion.  Bad  news  does  not  imprtrve  with  age. 

Drm’t  avc^  skeptics  —  seek  them  out!  Teach 
your  team  to  value  the  contributions  of  loyal 
skeptics.  Their  pesky  questions  will  save  you  tirrK, 
money  and  effort  down  the  road.  It’s  always  better 
to  krxiw  where  the  potholes  are  so  you  can  avoid 
drivirag  over  them.  A  loyal  skeptic  is  an  invalu¬ 
able  resource  and  a  critical  elearrertt  of  long-term 
project  success.  Who  is  yours?  * 
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